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Here it is almost conference time. This i-s
the time that we reminisce of past confer-
ences. we all remember the Scottish castle in
Banff, the beautiful mountains, the waterfall,
the golf course, Lake Louise, the elk on the
road. Then there were the ta11 ships of
Norfolk and the bay with L,o0o sailboats out-
side our windows in San Diego. Fond rnemories.
Phitadelphia has no mountains and only a two
foot waterfall. The only elks you will see
will be at the B. P. o. E. Fron your hotel
window you will see cars, not sailboats.
-BUT-
in Philadelphia you will be a part of AcUTA'sbiggest and best educational program. There
will- be fifty one (51-) sessions. Sessions
specj-fica1ly prepared for cotlege and univer-
sity telecommunications. There are sessj-ons
for the small-est to the largest institutions.
There are more tthands onrr exhibits then everbefore. There are more presentations by coI-
lege and university staff mernbers. This is
the biggest and best prograrn available to col-
lege and university telecon.munications' staff.
Philadelphia is convenient. For sixty percent
of our members it is a one day drive.
Philadelphia's airport has many carriers and
frequent flights. East coast members may want
to use the train. our hotel rates are very
reasonable and there is no charge for parking.
Philadelphia is history. It is the birthplace
of the United States. You will step back in
history where Benjamin Franklin, ThomasJefferson and Robert Morris worked, walked,
ate, drank, and slept. D,id I hear someone
ask, rrwho j.s Robert Morrisr'? He financed the
revolutionary war. His m.oney paid for the
(Clontinued next page)
We have completed one complete academic schoolyear using station-discrete authorization num-bers for student long distance. It has been
an interesting year of discovery for our staffhandling that end of our operation.
First of all, there was an irnmediate doubling
of student accounts, files, database, number
of bills to be mailed, etc. We had to deal
with a security issue on how to distribute the
new authorization cards. The sheer volune ofdatabase entry required was almost beyond our
capability. In spite of alL the added work1oad, and additional filing and storage space
requirements, I have to tell you the stationdiscrete authorization numbers were a big suc-
cess.
In a recent review of the past academic year,
with the two individuals responsible for our
student long distance service, they both feltit made their job easier to provide individualbil1s to students as opposed to the previous
method of billing the student room and lettingthe students split up the bill. Representa-
tives from the Housing Administration agreed
with then. They felt the new billing rnethodprevented the sguabbles of the past over whopaid what.....
However, we had to look at the added work loadto see i-f we could handle the various tasks
more efficiently.
Approximately 908 (or more) of all our
residence hall students are pre-registered.
We include student telephone service j-nforma-
tion in the pre-registratj-on material rnailedto the student's homes during the summer. ourinforrnation j-ncludes our policy statement and
a contract card. The student fills out the
contract card and returns it to the housing
office along with their housing contract. Thehousing office assigns a room to the student
and sends the telephone service contract card
with the roorn number assignment to our office.
(Continued next Page)
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ships, gunpowder, and supplies. His home isrn northwest philadelphia, his grave is out_side Christ Chuich. He was mygreat-great-great grandfather.
heId.
It will be a fond memory too!
National Association of Educational
Buyers Conference
I was pleased to speak to the members of theNational Associatj-on of Educational Buyers As-
sociation at their annual conference and trade
show in Anaheim, California. NAEB is similarin size to ACUTA and the members are the Di-
rectors of Purchasing and purchasing Agents at
colleges and universities. Since purchasingis involved j-n acquiring a rnultitude of prod-
ucts and services, the exhibit area was large
and diversified.
After presenting some background on telecom-
munications, I highlighted the two dozen tele-
communications current I'hotrr items. f fin-ished with a few minutes on trThe Role ofPurchasing in Telecommunications Acquisitionstl
and requested that they assist in getting thebest system for the money, not just the lowbid.
Remember when you are working with these col-leagues, they are people just like you 
- the
same money problems, the same staffing prob-lens with the same institutional restrictions.
aaaaa.aSaaSaaaSaaSaE
ADIIINISTRATTYD DIRDCTOR'S OFFICE
-Del Combs, Lexington, KentuclryBy now you should have received your confer-
ence brochure for philadelphia. Hopefully you
have mailed in your registration cards toi Lnehotel as well as for the conference. In thepast ACUTA has made each conference an rrim-proved experj-encerr each year. This year willbe no exception. Again, it wi1l be betterthan the year before. Beginning with more
subjects, more sessions, and nore exhibits
coupled with a most enjoyable evening at theFranklin Institute with the nationally knownPhiladelphia Mummer,s band entertaining.
The week will conclude with the annual banquet
and Prom night featuring the renowned orches-tra of Larry Elgart. come to philadelphia to
relive some of Americars most cherished andgreatest moments in history and indulge inACUTA's total experience of educational ses-
sions, social functions, fellowship and net-
working.
The ACUTA conferences are rapidly becoming
known as the rrin plagstt to be each year. The
attendance record will surely be set again.
Why don't you plan on bringi-ng an extra personfrom your staff this year 
- 
you and your in-
stitution will reap the benefits by having abetter lnformed and notivated employee 
- so
reward that deserving individual by digging a
little deeper in the budget or maybe spending
a litt1e of that rtresale money" for a good
cause. You and your employee wiII be a better
I}:_--:y.i,fng and night telephone operators goEnrough the cards and mark Lhe tellphone nufi_ber for the roorn on each card. ihe card thenwent to the student services staff foi-isslgn_ment of the authorization number ana tn[iy-'inthe database. our technician then proc6eded
!p j-nput the auth code and station nirmber inthe DMS-LOO tables. As you can see, --tnisadds up to a 1ot of work.
We felt if we could automate a portion of the
19tiyity,^ we woutd be ahead ot in- game. ourfr-rst effort in this direction was f,o discoverwhat inforrnation was already in a databasethat we could utilize. The-student,s name,home address, parentrs name & addiess, aa-:;
yas already in the student registrationdatabase. We could get that information byfile transfer to our student billing databasel
llgl! question, how could we avoid (if pos-
sible) entering the student,s name and cairpus
address i-n our database? We looked at howthe university,s main frame computer resources
could help us.
They felt that if we could develop a contract
card that could be scanned by the computer, a1ot of our labor intensive aLtivities^wou1d be
eliminated. Taking a lesson from ourpre-registration office, we designed a card
where the student circles letters in the aI-phabet to spe11 their name and circles numbersto lj-st their social security number. We as-
signed a numeric code to each residence ha11.The housing office indicates the residenceha1l and room number by circling the code and
numbers for the room.
The computer will scan the card. It will as-
sign a randomly-selected authorizati-on numberto the card. It will cornbine the databasefrom the student registration fites with our
card by rnatching on the social security number
and transfer that information to our database.At the same time, the computer will print the
authorization number on our student calling
card (which contains information on how to usethe service, but no indication of the tele-phone number, address or student the auth num-ber belongs to). Our technician will get aprint-out of the authorization numbers and thetelephone numbers so they can be input in the
auth tables of the DMS-1,OO switch.
So far, all of this is theory. We haven'tItkicked the tiresrt (as our friend John Powers
says). It has taken a lot of time to get the
special forms printed and to do a littte pro-gramming on both systems. This summer, whenthe cards start coming back and if we have ev-
erything in place, we should learn how viable
our plan is.
By the way, with station discrete authoriza-tion numbers, you have the same problem oflabor-intensi-ve activities at the end of the
academic year. It takes a lot of data entry
activity to remove all those auth codes frornthe DMS-1OO tables. Our in-house data tech
wrote a brief utitity program using SMjART
software that interfaced with the DMS-100
switch to remove the auth numbers auto-
matically. What a labor saving program itproved to be.
I mentioned that security was a problem whenyou distributed the auth numbers. we cer-tainly don't have the staff or space for all
of our students to pick up their cards andfelt we rnight have a problem if we deliveredthe cards to the rooms. our solution turned
out to be simple and best of all, it worked!
required to provide photo identi-
sign for their room key when they
continued page 8.
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IIIE SEC0NDARY }IARKET: I^IORI(ING T0
SAVE YOU MCINEY
- 
Bill P:inkerton
The Secondary Market is ind,eed working to save
you money. How much money? Generally 2oZ Lo
7oZ off new telecommuni,cations equipmentprices with no compromise i.n quality or reli-
ability. If you are not faniliar with the
Secondary Market you may be overlooking an op-portunity to expand your buying options. This
rapidly growing industry offers many benefits
to telecommunication managers like yourself,
that allows you more flexibitity in your
telecom deci-sions. In this article we'11 take
a look at those benefits by answering somequestions most frequentl-y asked about the Sec-
ondary Market.
IS USED EQUIPI.{ENT REALLY AS REIJfABLE AS NEW?
Un1ike most other equipment, a PBx does not
have any moving parts to wear out. In fact,
most technicat engineers will tell you that
used components are more reliable than new
ones. How can that be? WelI, it lies in thepeculiarity of telecommunications equipment.
Manufacturers know that the majority of compo-
nent failures are going to take place within
the first six months after installation. To
combat this phenomenon, rnanufacturers put com-
ponents and circuits through a series of tests
fo simulate actual use. This process is
called rrburning inrt equipment. The longer the
burn-in-time, the rnore reliable that piece of
equipment is. That is why you hear many deal-
ers sayng that reliabil-ity is better in the
secondary Market.
WHAT
7m,
WII,I, MY EQUIP!.{ENE LOOK I,IKE WIIEN I GEE
It will look just like new. In fact, you
shouldn't be able to tell the difference. A11
the equipment sold through the Secondary Mar-
ket is refurbished and reconfigured. Refur-
bishing means that a trained technician has
cleaned and polished the equipment, made ad-justments and replaced any seriously wornparts. In the case of AT&T, they then put
their stamp of approval on it which guarantees
that you can have it certified for rnainte-
nance. If you look around you can also find
Secondary Market dealers that add their own
warranties, some guarantee parts up to 90
days. Reconfiguring refers to the process of
setting up your ordered equipment to your eY-
act speciiications and running it through di-
agnostic tests to make sure all components are
in good working order.
HOW UUCH SUPPORT CAN I EXPECT FROI,I A DEALER?
Many of the dealers in the secondary Market
are comprised of profession.als with the entre-preneurial spirit. Becau.se their firms are
smalIer, and because they'are aware of the
concerns of fj-rst time users these profession-
als try harder than some of their counterparts in the big OEM corporations. ltany
dealer organizations incf.ude in-house op-
erations staffs and technicians for
reconfiguring and refurbishLing. In addition,
many also employ technical consultants- when
you deal with a company thaLt has this kind of
in-house support it's 1j-ker dealing with the
originat manufacturer of your equipment.
WHY DID OTHER COMPANIES GET
EQUIPMENT IN THE FIRST PLACE?
RID OI' I.HEIR
There are nurnber of reasons which include the
original owners need for increased capacity, a
downturn in the first users business activity
or the successfut OEM marketing hype pushingfeature functionality and/ot the irnrninenttrneedtr for integrated voice and data- These
new product releases have caused premature
displacement of equipment that allows you to
remain just one step back from the cutting
edge of technology.
USED EQUIPMENT CA}I'T GIVE ME THE LATEST TECH-
NOf,OGY
There is a big difference between what is
needed and what can be used practlcal.ly. Ac-
cording to communications industry experts,
l-ess than l-o? of the installed integrated
voice/data lines are moving any data. This
being the case, the only other reason for new
equipment would be greater feature functional-
ity. However, a commonly heard statement
is...trl'm only using about 5 of the 200 fea-
tures available.rr No one ever criticized the
voice capabilities of the analog switches that
have long been in the field. They rernain as
viable now as they were when they first came
out. But, if data switching is what you need
there are many AT&T system 75t s and 85's as
well as IBM CBX-II's and Northern Tel-ecom
SL-l-'s, to name a few, that are availab1e on
the Secondary Market right now. These offer
the same performance as their counterparts but
with considerable savings.
HOW DO I I,OOK FOR A REPUEABLE DEALER IN THE
SECONDARY }IARKET?
Look for a dealer that is a member of the Na-
tional Association of Telecomrnunications Deal-
ers (NATD). This associati-on was formed in
large part to establish standards and ethj-cs
by whj-ch equj-pment was bought and sold to
end-users and amongst dealers themselves. Ev-
ery member that is accepted into the asso-
ciation must agree to lj.ve by a high code of
ethical standards. If you. do have a cornplaint
about an NATD menber you can turn to the NATD
Ethics Committee. You can register a com-plaint and a hearing will be he1d. A dealer
or brokers acceptance into the NATD shouldgive you a level of comfort from which you can
operate. In addition, Iook for dealers that
have technical consultants, refurbishing tech-
nicians and an operations staff in house.
That will assure you that the company can pro-
vide the kind of support you need and should
expect.
The Secondary Market for high tech equipment
is nothing new. Your counterparts in the MIS
department have been enjoying the benefits of
the secondary Market in computer equipment for
the last 20 years. Now you too can enjoy
faster delivery schedules, more specialized
services and substantial savings for your de-
partrnent.
Bill Pinkerton is President and founder of Na-
tional Ieleconnunications Equipnent corpora-
tion. Presently the Vice President of the Na-
tional Association of Telecommunication
Dealers Bill is recognized as a leader in the
secondary Uaxket. D
The Battle Continues:
Centrex vs. PBX
In this heavyneight fight, more us6rs arefindling that they sould rather Centrex than
snitch.
* Marc Robins
While the dark clouds of a market slowdown
continue to hover over the pBX industry, its
revitalized and rejuvenated riva1, Centrex,
seems to be basking in the bright sun of high
summer.
Sales of Centrex services have never been bet-ter since its rrreintroductionrr rnore than fiveyears ago. Customer ahrareness of the trcentrex
alternativert is at an all-tirne high, thanks tothe BelI operating companies, competitivepricing, marketing and promotional campaigns.After years of snoozing, consultants should be
aware that the BOCS have started to respond tothe demands of this rrnewrt market-driven busi-
ness and are Iearning to act accordingly. TheCentrex or PBX decision is no longer a
unanimous decision. Some users would ratherCentrex than switch.
Centrex Advantages
Competitive pricing has made digital Centrex
an extremely viable and cost-effectj_ve alter-
native to pricey pBX installatj-ons. NorthernBusiness Information Inc., a Neu york-based
market research house, has reported thatliqhtly featured centrex services can be L9percent to 32 percent cheaper than 25-1ine to5,OOO-Iine PBXs, based on a five-year pBX
1 ife.
Using a seven-year PBX life span--which isperhaps closer to today,s
expectations--Centrex still rates a good 6percent to l-6 percent cheaper. And even if a
client reguires more of an average mix of fea-tures, Centrex can still be L5 percent to 25percent cheaper for the same line sizes over afive-year PBX life span. pBXs only gain a
cost advantage when a nine-year or longer pBXIife span is considered, ranging from around20 percent for a 25-line installation to
around 15 percent for a 5,OoO-Iine switch.Considering the BOCs vri1l most probably con-tinue their aggressive pricing stralegies,this PBx advantalre may soon become a siale-
rnate.
And technologically speaking, centrex has bothbarrels loaded. The BOCs have worked hard at
making centrex a state-of-the-art communica-
tions alternative. We're no longer talking
weak sister, here. Sone of the major centrex
advances include:
*Digital centrex: Running on a digital
central office switch, such as AT&T'S sEss of-fering, users receive a1l the benefits and so-phistication of today's digital PBXs. Then
remember there is no switch room needed and
one place to call for any needs.
*co LANS: BelI of Pennsylvania still leads
the pack in central office-based local area
networks, but others are beginning to offer
Centrex-based LANs, which al1ow low-speed and
high-speed digitat data transmission over in-
expensive single-pair cabling.
office's data base and instantly change theirfeature mix. This offering has moved moun-
tains as far as the oId obstacles regarding
the telephone company's traditionally
turtle-slow response to moves, adds and
changes.
*Call accountings Centrex can now provide
real-time station message detail recording by
telephone extension. separate data lines are
installed to send call records back to the
customer, who then must process the data.
Previously, extensive SMDR was the sole domain
of the PBX set.
*Direct 8-1 interface! The rising demandfor and technological advances in T-L technol-
ogy has allowed the BOCS to offer more flex-
ibility and attractive price breaks for this
service. Consultants should know that it now
makes more economical sense for the BOCs to go
through a direct T-1 interface than through a
D-4 channel bank.
r Centralized network manag'ement systemss
New York Telephone's fntelliHub and U S West,s
WestView let customers manage Centrex, digital
PBXs, private T-L networks and other equipment
and networks through one central location.
* Feature packaging for suall users: Many
Bocs are targeting major marketing campaigns
to business customers requiring 1o0 lines and
under. By offering, a group of some seven to
10 commonly used Centrex features, the telcos
have managed to significantly reduce costs.
*Voice aessaging: I{ith the FCC barriers
starting to crumble with respect to the BOCsbeing able to offer enhanced services, voice
mail may soon be available as a Centrex op-tion. Arneritech leads the way with its pur-
chase of Tigon, the natj-onrs largest
owner/operator of voice messaging servj-ce bu-
reaus.
Users should soon be able to receive voice
messaging through the l-ocal central
office--and pay for it as if it were just an-
other feature such as call waiting.
Centrex Liuitations, Consulting Opportunities
consultants who are thinking that the revital-ization of centrex conpetition will be more of
a bane than a treat for the consulting busi-
ness should think again. Centrex, although itis able to fill many orders, is not the
end-al1 and be-all of all communications solu-
tions. Centrex still has several significantlimitations--limitations which can create some
solid opportunities on the customer premises
equipment side. Until Computer Inquiry III
comes to pass, the BOCs are not allowed to of-fer certain types of services, like protocol
conversion and data and voice processing. Andthey're not allowed to setl certain types of
equipment that can make Centrex even more at-tractive. So if you have a client who isleaning away from a complex, pricey--and foryou potentially lucrative--digital pBX instal-lation. and leaning toward the Centrex alter-
native, don,t despair.
centrex customer prenises equiprnent, otherwiseknown as Centrex CpE, has become a majortelecom industry market. centrex CpE fiifsthe holes left by Centrex lirnitations, and aIot of eguipment vendors have junped into the
arena as wel1.
o
*Customer-control 1edCentrex users can dial reconfigrrration:into their central
..lentrex vs. PBX, Continued:
.StatioD Equipnent: Sincr: the Bocs can't
seII the stuff, and since trilditional vanilla
or black 2soo-sets all but bl,cck access to the
Areal juicy Centre:x features,
lcentrex-cornpatible intelligenE feature phones
- 
have become the latest rage.
These phones provide single-button centrex
feature access, eliminating the need to
rnemorize the myriad strings of special func-
tions codes. These phones also offer
speaker-phones and other much demanded fea-
tures. Comdial's Voice Express is a two-way
handsfree speakerphone designed for centrex
with a 41-number autodialer with fluorescent
display and more. Teledex, I'eleQuest, North-
ern Tetecom and Buscom also make great
behind-centrex stati.on equi.pment. There's
also intercom and paging systems and control-
lers to consider, such as Gordon Kapes' ylz-Ac
page controlLer which providers a one-way con-
nection between centrex and four zones of apaging system.
*ceDtral Answering Positions/consoles:
Since centrex doesn't provide any type of at-
tendant position, users rnust buy one to attach
to the Centrex l-ines. conveyant systems'
Pc-based Teledesk combines PC technology with
windowi-ng software to help einhance attendantproductivity. Tone commander's CTX 200 An-
lwering console can handle 210 incoming. lines
and feitures line release with supervision a1-
Iowing an attendant to route more calls and
faster. Walker's cXX 6o/L20 can handle up to
Lzo single-tine phones connected directly to
Centrex.
a *Data Processings Although sMDR data canVto, be piped into a business right from the
central office, the BOCS can't process the
data into meaningful, actionable and readable
form. Centrex customers who require Centrex
SMDR must therefore buy dr:dicated computer
equiprnent to be attached to Lhe SMDR data line
to collect, process, store, and print out the
information. Moscom's M3o0o centrex cost lvlan-
agement System and Telco Resr:arch's Tru System
fit the bill nicely.
*voice Processing! Although voice mail may
soon become a Centrex offering, more sophisti-
cated, intensively customized voice processing
applications may be forever in Centrex's fu-
ture. It's up to the user to provide the
system on site, such as t'{lilpitas, cA-basedOctel Communications Corp.'s, Aspen systems or
Dal1as-based vMx Inc.'s Series 5o00, 1000 or
Dial systerns.
rProtocol conversion: AnLother Boc restric-
tion is the provision of modlem-less data com-
munication (at least until ISDN comes round
the bend). Centrex users hLave to look else-
where for this service.
r8ruDk Distribution: Obv'iously, it's inef-
ficient and quite expensive to have the same
number of incoming centrex trunks as phone ex-
tensions. Except j.n telemarketing operations,
it's highly unlikely that everyone will be on
the phone at the same time. And since centrex
can't provide the switching and trunk distri-bution needed to solve this dil-emna, some sort
of customer premises switch is called for.
Solitaire's Plus Five Enhanced and Telamon's
No-KSU. For customers wanting a more soPhis-
ticated and powerful switch, there is
TlE/cornmunications Inc.'s onyx system' de-
signed specifically for the behind-Centrex
market.
Fourteen Reasonable Reagons to
centrex
Recommend
1. Your client doesn't need to establish any
financing to clinch the service.
2. centrex service is typically less expen-
sive to get going than PBXs, since installa-
tion charges are generally Iow.
3. Hasn't the '80s been typified by people
wanting to find strong relationships without
involving any commitrnent? WeI1, centrex can
satisfy -thal as few other alternatives can'
Since bentrex is generally leased on a monthly
basis, your client isn't stuck with the ser-
vice longer than j.t's wanted.
{. centrex offers great economies of scale'
Most of the tetcos oifer low-cost, large-sizepackages, making Centrex extremely cost-effec-
Live in large configurations-
5. centrex is a great communications solution
for multiple locitions. Large clients with
nultiple lites in the same city will save
money with Centrex since it eliminates the
need for multiple phone systelns as well as tie
and oPx lines.
6. There is a flat and unlimited growth path(at least up to the tens of thousands of
lines). ft may be easier to expand Centrex
service than a stand-alone PBx. Considering
the wealth of rrplantrr at the phone companies'
disposal, your client won't be faced with a
sho-rtage' o1 paths, memory, intercom Iines,
phones, tie lines, etc.
7. Your client gets more space. Since
Centrex eliminates the need to find room for
customer premises switching eguipment, allyour client needs spacewise is room for phones(and maybe a key system or two).
8. centrex can reduce payroll costs- Since
Centrex has a direct inward dialing (DID) fea-
ture, your client will spend less on op-
erators.
9. Greater reliability. It's been said that
central offices have been designed so that
down time is less than three hours every 40years. (Let's say last year's Hinsdale co
outage $ras a one-in-a-mi1lion shot. )
A digital central office is full- of the latest
state-of-the-art gear, offeri.ng features such
as complete redundancy, Ioad-sharing cir-
cuitry, battery back-up power, on-line diag-
Electronic key
Electra Mark
Concentrex.
systen like NEC America Inc.'s
II and F'lant Equipment's
KSU-less key phones like
nostics, 24-hour on-site personnel,
mirror-image architecture and more. can you
remernber the 1st time you couldn't get a dial
tone?
10. with centrex, there are no hidden inven-
tory costs. No need to store extra line cards,
power supplies and the like. Everything (ex-
cept your client's CPE) resides in the Co.
11. The phone company will be around to pro-
vide a wealth of technical support.
continued Page 8
Used Equipnent fsnrt Necessarily
Abused Eguipnent
-by Peter ueade
Consultants can meet their clientsr needs fortelephone systems, upgrades and parts throughthe.secondary market--while passing atong sii-nificant savings over buying brand new.
It must have something to do with the AmericanWay: people continue to think rrDon,t buy used
when you can buy nehr.rr
Be it cars, houses or any expensive purchase,Americans choose sornething that will- be oursfirst, even if in many cales, the plan is tokeep it for only a couple of years.
But while there sti1l isn,t a super market forL987 Yugo automobiles or two-year-ol-d Dal-fascondos, many key systems and/or pBXs of
sj-mi1ar vintage appear to 1ook as good as whenthey first ro]Ied off the assembLy Iines.
Sellers of used equipment are popping up ev-erywhere. There may be as many as sOO in the
secondary market, as it is ca11ed, and theyare no longer second-class citizens. Thereare plenty of success stories to prove it.
Telos Resources Inc., a research house basedin Somerset, NJ, set the market at 9167.8 mi]-lion last year, growing to g243 rnj_l-lion thisyear and S377 million by 1989.
And what has made the secondary market such asuccess? How about savings of 30 percent to60 percent of list over buying the same items
new? Any consul-tant or user should take a
second look when talking about those kinds ofsavings. But what about the aforementionedAmerican Way? Consultants must understand,
and in turn explain to their clients, that the
secondary market is one shoppers, outlet whereyou can indeed buy Tiffany diamonds at bargaj-nbasement prices.
Winning Clients over
trOur biggest competi-tor is customerignorance,,, said Oavid C. potter, presj-dent ofSource fnc., a Richardson, TX-based
remarketer.
A lot of doubters remain, but many are being
won over. What about the consultant who has a
client who wants to upgrade a pBX, but is now
suffering from trsticker shockil after checking
about the client who has a broken switch anathe vendor says the parts will not arrive forseveral weeks? What about the client who is
moving in three weeks but the new switch won,t
arrive until Christmas? what about the ctient
who has basic communications needs and a realthin waIlet? Where can aI1 these people find
answers to their problems? fhroug[ the sec-
ondary market.
WhiIe used equipment companies purchasefull-blown switches from a variety of placesincluding leasing companies, vend6rs and us-ers, 70 percent of the business involves selL-1n9 spare parts and upgrades, according toTeleos Resources president Alan G. Fross.
Users with AT&T Dimension equipment will findthey cal enjoy 60-percent bieaks on spareparts and upgrades, while users of newer gear,such as a System 75, sti11 can get 30 peicent
off. The parts are also typically availableon 24- to 48-hour notice, while some manufac_turers are notorious for requiring days-_and
even weeks--to deliver goods.
Most secondary marketeers offer rental andleasing programs ranging from weeks to yearsfor clients whose timetables or budgets don,tal-Iovr big-time expenditures.
And cast aside the images of used equipmentbeing.phones Laden with flower-power stickers
and cigarette burns. Secondary marketers are
3+1 quick to say their equipment is recondi-tioned and tested before it i= offered for re_sale. Warranties of different types andlengths are offered. Typical-Iy :O days aregiven for phones ana parls with one yeir forsystems.
I.lot 
. 
surprisingly, used equipment companiesspecialize in the gear that ii most popular,so while there are enough used oiinei-rsionsavailabLe to fill- Emelda Mircos, shoe closet,finding parts for a ZteI pBX may be as lookingfor Jimmy Hoffa.
User groups are pressuring vend.ors to acknowl--
edge the secondary rnarket, but there is stil1a 1ot of progress to be made. Also contribut-ing to this movement is the National Asso-ciation of Tel-ecommunications Dealers, a groupof some 88 secondary market companies, accordling.to nember William pinkertonl president ofNational Telecommunications Equipment corp.(Farrnington Hi11s, Mr). lcontinuea next page)
AE&T Domination
Clients with AT&T gear may find the secondary
market particularly attractive. The reasonslAT&T was the initiator of the used tel_ephone
equipment market and remains the only manirfac-turer who doesnrt 1ook at it as a bastardchiId.
The reasons for embracing this chi-ld are not
3l'J3i*:'L;","5iT"gii.;::"1;:,:i:n li#=::i; opany was no longer in the lease_onlto move all the equipment coming off lease so
new sales could be made to the installed base.By giving its o1d equipment va1ue, it made
room for the new to be sofd.
If other vendors would foLlow suit, severalsecondary marketeers said, the market could
reach the 9500 million point predicted by someindustry followers for 1992.
frThe 
--secondary market is not going to goaway, tr said Teleos, Fross. As the marketgrov/s, especially on the systems side, vendors
who do not acknowledge the secondary market
will lose account control. By being in the
market, vendors have a chance to gain the up-per hand again at some future tine, he said.
Yet 
.many potential used equipment purchasersremain leery that other vendors such as, sdy,Northern Telecom would not service or maintain
an SL-1 that was purchased through the second-ary market. AT&T, meanwhile, will service andsupport any of its products regardless of itsheritage. while some secondary marketeerssaid AT&T only pays lip service t6 tnis credo,even the most minimal support surpasses nosupport at all,
Used Ecruipment, Continued:
The NATD was formed last year when the
market's two t",rai"q factionrs merged' . While
oroponents of the orlanization say it is help-
C:nl n:.=.::"" :;i;.:::.-e :*t' :o:lt' H: = ix;;? I
- effectiveness, and industry big fish Potter
has steadfastly refused to jurnp in the NATD
pool.
He isn't alone poolside. 'rI haven't seen anybenefits [from the NATD] to the market or in-dividualsr" said Marty Hirsch, a former con-
suttant who is now president of Comcear Inc.,
a Perth Amboy, NJ-based used equipment deal-er.rtlt's just a marketing forum.rr
Incentive Proglam
At June's NArD meeting in Van.couver, AT&T un-
veiled an incentive program for all resel-Iers
of its equipment. Any remarketer who se1ls a
used Dimension, System 75 c'r System 85 that
user will- be rewarded with f'ree installation
and a waiver of some of the engineering
charges toward configuration of the purchase.
The discounts range from $1,000 on a System 75
to $3,ooo on a Dimension 400 to 95,000 for a
System 85.
while the incentive prograrn is big news, the
recent announcement of a restructuring of
AT&T's secondary market oper:ation may have a
longer-term affect. The decision hras made to
shift the resources of the secondary marketpersonnel from the corporatei offices to the
individual sales groups, saj-d chris Ramirez,
^AT&T district manager, industry relations forItn" secondarv market. so the business market-
Uinq group (hindling rarge systems, such as Di-
mension, System 75, System tl5), general busi-
ness group (Mer1in, Horizon, Systen 25) anddata systems group (personal- computers) will
each have dedicated secondar:y market person-
neI. The move wilf be imp)-emented over the
remainder of the year, Ramirez said. When fi-
nalized, each business unit will make its own
decisions on the fate of its used eqipment.
Grin and 'Bear' It
According to Henry E. Giese Jr, chief ex-
ecutive officer of Finalco Telemanagement
Inc., a subsidiary of Edison,, NJ-based FinalcoGroup, serious secondary ma::keters must look
beyond relying on AT&T.
rrSome Isecondary marketers] equate those threeletters--AT&T--1^rith G-O-D, " he said. I'But[working with AT&T] is like dancing with a500-pound bear; if it wants to go 1eft, you go
Ieft. rr
Giese said the NATD is he-Lping remarketersgo--and do--right. ItWe've made the 'bear'know we have a presence--by stinging it,rt he
said. ItThe bear now knows we're here, and re-
spects that, but it's sti1l a 500-pound bear
with an AT&T mentality.r'
Less than half of Finalco's l:usiness involves
- 
dancinq wi-th that bear. Giese said the rest
Ou Yi:[,:?'$E:" Ii*i:I',Ii;l];='*',I'l?i,?riinventory in L2,000 square feet of space.
More than 60 percent of the business involvesparts and upgrades.
The company does no RFP work, prefering quick
seII deals. trour business is delivery andprice, rt he said.
Hirsch said comcear deals soleJ'y with PBxs
-irloitt.rn Telecorn, NEC, Mitel , AT&T, RoIm, GTE
parts, especially add-on or replacement cards.
The seven*employee company sells only new
telephone sets, but Hirsch refused to name his
source. rrour feeling is that offtimes refur-
bished phones are not top quality, I' he said.
Several executives said in many cases the best
way to build user confidence is to install new
phones with the used switch. Spotting a used
switch is not as easy as identifying ayear-old automobile and most users don't have
a care beyond their desktop handsets.
llarathon lIarket
fhe secondary market appears as a marathon:
anyone can enter, most make it past the first
mi1e, but after 20 miles, quite a few dropouts
scatter the course and only a half dozen or so
are real competitors. several executivespointed out that their market is already di-
viding between dealers and brokers, with the
latter losing pace.
Source's Potter said he sees three types of
cornpetitors:
significant niche players: several-employee
companies with small computer inventory sys-
tems and a garage-like warehouses;rrfallen angels'r: formerly members of the
above fraternity before money woes set in;
hip-pocket operations: remarketers with one
or two employees, usually focusing on AT&T (orperhaps one other vendor's) equipment, who
sel1 mainly on personal rel-ationships. These
outfits can be profitable if the overhead is
minimal.
Potter's $l-8 nillion operation is by far and
a\^ray the largest in the market, according to
Teleos' Fross. Source has seen sales increase
30 percent from l-986 to 1987 and another 30percent this year. And while he certainly
wins more deals than he loses, and has been
called in as a consultant by several vendors
to put pricetags on their inventories, the
secondary market remains a chal-1enge.
ItOn any given day any fine gentleman can beat
us on the price of a system or parts,rt he
said. ttBut 365 days a year on 1200 differentparts items, I'm invincible.tl
Potter's invincibility is built on Texas
charm, colorful tales as well as 55,000 squarefeet of warehouse and l-00 employees, including
35 who serve as traders in a mini-Wa1l Street
set-up. The company will soon move to bigger
and 3O,000 for offices--on a 6.s-acre campus.Potter is also looking to take his company
into Mexico, the Philippines and China. He
said his best sellers are (in order of volume)
Ro1m, Northern Telecom, NEC, AT&T, TIE and
Mite1.
trollosing the computer Industry
While the market for used telephone equipmenthas only blossomed since divestiture, used
computer eqiupment has been sold for decades.Parallels are emerging.
RoIm, traditionally uncooperative regarding
used CBXs, may become a little easier to deal
contj-nued page 8
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with now that parent fBM has exerted serious
authority over the Santa Clara, cA-based
switch maker.
A covey of CBXS are bound for the auctionblock now that fBM is pushing its 9751 switch.rr[The CBXs] are too good to scrap,tr saidFross. They will probably end up in the sec-
ondary market, an event that nay cause Rolm to
soften its secondary market stance.
Yet Finalco's Giese warned that there remains
several differences between dealing usedphones and computers. rrThe techniques in
selling and refurbishing are different,rr he
said. trwith computers you can move a diskdrive place to place and just plug it in;[telephone] software needs to be reconfigured.
National Telecommunicationrs Pinkerton, an in-dustry pioneer who helped AT&T set up its pro-gram, said the merging of many MfS and telecomdepartments will help spread the gospel of
used equipment. rrNineteen out of 20 times theMIS manager considers using used equipment,t'he sa id. I'
With more MIS managers taking over responsi-bilities for their companies' voice needs,
used phones will no longer have a bad connota-
tion.rt Pinkerton said his company is moving
into the computer game.
Conputer remarketer CIS Corp. is using the
Mls-telecom merger to intensify its move into
used phones, said BiIl Baillie, vice president
of telecommunications for the Syracuse,
NY-based company,
Making the liIove to Used
Consultants who remain teery of the secondary
market may change their minds after developing
a relationship with a secondary narketer.
Giese said Fj-nal-:o dispels any . myths about
used equipment by willingly supplying poten-
tial buyers with Jemos. Notre Dame Univer-
sity, for example, wanted to touch before theybought, he said. They touched--and bought, he
added.
But touching may not always be enough to get afeel for used equipment. Source,s potter sug-gested, rrConsultants should ask themselves,udo I want to deal with someone who works out
of a garage, uses an answering machine or
someone who is audited and will be around in
l-2 months when f need another part?tt
The answer is easy, he said. And after an-
swering this question, he said more people
should see: t'It,s not the secondary market.It's the prinrary market. rr
This article is from COI,0'{UNICATIONS CONSUIJTANTSeptember, 1988 issue.
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WORDS OF WISDOM:
trThe great end of education is, to discipline rather
than to furnish the mind; to train it to the use of
its olrn powers, rather than fill it lrith the
accumulations of others.....tt
------Tyron Edwards
PARTY LfNE, Continued:
enter the residence haLl. The housingr officehas staff in each halL checii"g--Irr" Studentsi4. They.were happy to coopera{.e with our of-fice and included the sealed envelooe with the 
-student,s neEwork calling card in tire room feyl
oacKaoe. - It
As you know, we added the Greek Houses to our
student telephone services this past year. It
wasn't an option open to us untll we- started
using station discrete auth numbers. Ourbusiness has certainly increased dramatically,but we stil1 have only two fu1I-time employeeihandling the billing and collection functions.Duri.ng the school year, we do use onepart-time student employee in this area.
Obviously, managing a student telephone ser-
vice operation of our size with suLh a small
staff is possible only because of automation.The student services operation (and the admin-istrative services) use a PC-6ased softr,rare
system designed for us by TelecommunicationsSoftware, fnc. We have a Xenix Nethrork from
santa Cruz Software, with 20 terminals andPC's running on it. The file servers are twoCompaq PC's using 80386 chips and about 500
megs storaqe. Our database is enorrnous. We
use the service bureau capacity of Telecommu-
nications Software, Inc., to-massagTe and rna-
nipulate our database and usage data to pro-
vide a bill for our users, both students and
administrative.
I have been asked many times why we do our ownbilling and collection for student services.For h€, it was easier. We knew that in thefuture, we would have opportunj-ties to provide
students with other services and if we did our
own bilting, it would be easy to add those
services to the bi1I. We have added voice
message service, and it was a simple matter toinclude the costs on their long distance bill.A1so, frorn years of working in the area, Ifelt that ultimately we s/ou1d have to answerthe questions and handte the problems, so we
might as well take the responsibility rightfrom the start. It has proven to be
right decision for us---it might not beyou.
*************
centrex vs. PBx, contlnued!
t-2. Therers no wrangling with a pBX vendor ifthere are switch malfunctions. The phone com-pany- is responsible for any problems occurringtin the centraL office. and Lherers little oi
no service costs since service staff are on
site around the clock, at the telcors expense.
13. centrex features are identical whethery-ou're dealing with a small or a large client.There's no need to learn new tricks. ff thefeature is available and v/orking at one client
office, traveling personnel can use any office
with the comfort and familiarity of the homebase.
14. Centrex provides a hedge against techno-logical obsolescence. As the phone companiesget into newer technology, such as central
office-based local area networks and ISDN.
:i::I;Irrr}lt sive vour clients the utmosi!
Marc Robins i.s a New york-based writer and
consultant. This articLe appeared in Comrnuni-
cations Consultant, May, fS80 issue.
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